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BraveBison

Disclaimer

This presentation has been prepared by Brave Bison Group plc (the “Company”) solely for information and does not purport to contain all the information that may be necessary or desirable to fully and accurately
evaluate the Company or its business prospects. For the purposes of this notice, "presentation” includes this document, any oral presentation, any question and answer session and any written or oral material
discussed or distributed by the Company during any such presentation. By attending this presentation and/or accepting, reading or accessing a copy of this document, you agree to be bound by the limitations, terms
and conditions set out below and, in particular, will be taken to have represented, warranted and undertaken that you have read and agree to comply with the contents of this notice. No securities regulatory authority
has reviewed or in any way passed upon the presentation.

As a consequence of legal restrictions, the release, publication or distribution of this presentation in certain jurisdictions or to certain persons may be restricted or unlawful. All persons resident or located outside the
United Kingdom must first satisfy themselves that they are not subject to any local requirements that prohibit or restrict them from attending, reading or otherwise accessing this presentation and should inform
themselves of, and observe, any applicable legal or regulatory requirements applicable in their jurisdiction. Any failure to comply with applicable requirements may constitute a violation of the laws and/or regulations
of any such jurisdiction.

This presentation may contain forward-looking statements with respect to the financial condition, performance and position, strategy, results of operations and businesses of the Company. Such statements and
forecasts involve risk and uncertainty because they are based on current expectations and assumptions but relate to events and depend upon circumstances in the future and you should not place reliance on them.
Without limitation, any statements preceded or followed by or that include the words ‘targets’, ‘plans’, ‘sees’, ‘believes’, ‘expects’, ‘aims’, ‘confident’, ‘will have’, ‘will be’, ‘will ensure’, ‘likely’, ‘estimates’ or ‘anticipates’
or the negative of these terms or other similar terms are intended to identify such forward-looking statements. There are a number of factors that could cause actual results or developments to differ materially from
those expressed or implied by forward-looking statements and forecasts. Forward-looking statements and forecasts are based on the current view of the directors of the Company (the “Directors™) and information
known to them at the date of this statement and no warranty is given as to their accuracy. The Directors do not make any undertaking to update or revise any forward-looking statements, whether as a result of new
information, future events or otherwise. Nothing in this presentation should be construed as a profit forecast, estimate or projection of future financial performance.

This presentation is intended to be for information purposes only and it is not intended as promotional material in any respect. Nothing in this presentation should form the basis of any contractual or other
commitment or be relied upon for any purpose. This presentation is not intended as an offer or solicitation for the purchase or sale of any securities nor is it intended to constitute or form the basis of a decision to
purchase or sell securities or to make any other investment decision. This presentation does not purport to be comprehensive. The recipient of this presentation must make its own investigation and assessment of the
ideas and concepts presented herein.

Any person considering making an investment decision in relation to the Company is advised to obtain independent advice as to the legal, tax, accounting, financial, credit and other related advice prior to making an
investment.

Unless otherwise expressly indicated or as indicated in the relevant source document, the information and opinions contained in this presentation are provided as of the date of this presentation and are subject to
updating, correction, completion, verification and amendment without notice and such information may change materially. No representation, warranty or undertaking, express or implied, is or will be made or given
and no responsibility or liability is or will be accepted by the Company or by any of its directors, officers, employees, agents or advisers, in relation to the accuracy, completeness or fairness of this presentation (as at
any date) or any other written or oral information made available in connection with the ideas and concepts presented herein. Any responsibility for any such information is expressly disclaimed and none of the
Company nor any of its affiliates, advisors or representatives, directors, officers, employees, or agents shall have any liability whatsoever (in negligence or otherwise) for any loss or damage howsoever arising from any
use of this presentation or its contents, or otherwise arising in connection with this presentation.

Certain figures contained in this presentation, including financial information, have been subject to rounding adjustments. Accordingly, in certain instances, the sum or percentage change of the numbers contained in
this presentation may not conform exactly to the total figure given. This presentation is private and confidential and is being made available to the recipient on the express understanding that it will be kept
confidential and that the recipient shall not copy, reproduce, distribute or pass to third parties this presentation in whole or in part at any time.
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Brave Bison Management Team

The Brave Bison executive team has the skillset
and incentive to succeed alongside shareholders

Theo Green Oliver Green Philippa Norridge

Chief Growth Officer Executive Chairman Chief Financial Officer

 Private equity & technology  Digital media, marketing & « 20 years+ digital media, marketing
experience technology experience and technology experience

* Imperial College London BSc * University College London BA « University of Oxford MA

* 14.1% shareholder in Brave * 14.1% shareholder in Brave Bison - Shareholder and EMI option holder

Bison (alongside Oli) (alongside Theo) in Brave Bison
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H1 FY25 Highlights

£12.0m +19%
Net Revenue y-0-y
£3.9m (43%)
Net Cash y-0-y

£2.3m +6%
Adj. EBITDA y-0-y

Builtvisible. @MimMBA
5x Engage FAREDD
Acquisitions

Announced




H1 FY25 Income Statement

Solid top-line progress

Unaudited H12025 H12024 Change FY24
Net Revenue £12.0m £10.Tm +19% £21.3m
Adj. EBITDA M £2.3m £2.1m +6% £4.5m
Adj. EBITDA Margin 19% 21% (2%) 21%
Adj. Profit Before Tax (?) £1.9m £1.8m +2% £3.9m
Adj. Basic EPS ® 0.14p 0.14p (1%) 0.30p
Profit Before Tax £0.1m £1.2m (91%) £2.2m
Net Cash excl. Lease Liabilities £3.9m £6.8m (43%) £7.5m

1) Adj. EBITDA is defined as earnings before interest, taxation, depreciation and amortisation, and after
adding back acquisition costs, restructuring costs and share-based payments. Under IFRS16 most of the
costs associated with the Company's property leases are classified as depreciation and interest,
therefore Adj. EBITDA is stated before deducting these costs.

2) Adj. Profit Before Tax is stated after adding back acquisition costs, restructuring costs, impairments,
amortisation of acquired intangibles and share-based payments, and is after the deduction of costs
associated with property leases.

3) Adj. Profit After Tax divided by the weighted average number of ordinary shares in issue. Share count
was consolidated 20:1 in July 2025

Net Revenue grew 19%, driven
by acquisitions made in the
period and strong trading in
performance marketing and
across our media network

Adj. EBITDA grew 6% to £2.3m

Adj. EBITDA margin dropped
from 21% to 19% following the
acquisitions of loss-making
entities Engage Digital Partners
and The Fifth

Both these acquisitions are
expected to contribute
positively within 12 months



Summary of Adjustments

Increased acquisition related costs

H12025
Adj. Profit Before Tax £1.9m
Acquisition Costs £1.0m
Restructuring & Integration Costs £0.5m
Share Based Payments £0.1m
Amortisation of Acquired Intangibles £0.2m
Statutory Profit Before Tax £0.1Im

H12024

£1.8m

£0.0m

£0.2m

£0.2m

£0.2m

£1.2m

Acquisition costs relate to legal
and professional fees associated
with the acquisitions during the
period and planned acquisitions
including the MiniMBA acquisition
which completed in July

Restructuring costs relate to
unused property leases acquired
with Builtvisible, duplicate IT
contracts, and termination
payments in relation to staff
restructuring due to recent
acquisitions

Share based payments are non-
cash charges that relate to staff
incentive plans

Acquired intangible assets such
as brand and customer
relationships are amortised on a
straight line basis



H1 FY25 Cashflow

Adjusted EBITDA
Restructuring

Acquisition costs

Change in working capital
Tax (payments) / receipts
Cashflow from Operations
Acquisition payments (net of cash in)
Capex

Share issuance

Net interest received
Dividends paid

Repayment of borrowings
Repayment of lease liabilities
Cashflow

Net Cash at Period End

H12025
£2.3m
(£0.5m)
(£1.0m)
(£2.5m)
£0.0m
(£1.7m)
(£1.3m)
(£0.1m)
£0.0m
£0.1m
(£0.3m)
(£0.1m)
(£0.1m)
(£3.5m)
£3.9m

H12024
£2.1m
(£0.2m)
(£0.0m)
(£1.7m)
£0.0m
£0.2m
£0.0m
(£0.1m)
£0.0m
£0.1m
£0.0m
(£0.0m)
(£0.1m)
£0.0m
£6.8m

Operating cash outflow of
£1.7m due to substantial
acquisition and restructuring
costs and unwinding of
liabilities on acquisition balance
sheets

Acquisition payments net of
cash acquired on acquisition of
£1.3m, all in relation to the 4
acquisitions completed in the
period

Capex expenditure low and
consistent with prior periods

Tax payments minimal due to
brought forward losses

Maiden dividend payment
made just before period end
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H1 FY25 Balance Sheet

(unaudited)

Intangible assets

Tangible assets

Deferred tax asset

Trade and other receivables
Cash and cash equivalents
Trade and other payables
Contingent acquisition liabilities
Bank loans

Lease liabilities

Deferred tax liability

Other liabilities

Net Assets

6/25
£21.4m
£1.8m
£2.4m
£8.8m
£4.2m
(£11.8m)
(£0.5m)
(£0.3m)
(£1.6m)
(£0.6m)
(£0.1m)

£23.7m

6/24
£12.4m
£2.2m
£2.2m
£7.4m
£6.9m
(£8.3m)
£0.0m
(£0.1m)
(£1.8m)
(£0.6m)
(£0.2m)

£20.0m

Intangible assets which are not
fully amortised all relate to
acquisitions from the last 4
years

Deferred tax asset mainly
consists of the value of the
brought forward tax losses
expected to be realised in the
next 3 years

Tangible assets include £1.3m
right of use assets. These and
the lease liabilities relate to the
main offices in London and
Manchester

Contingent acquisition
liabilities represent the fair
value of the expected future
payments in relation to recent
acquisitions
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Outlook

Ahead of expectations

® FY25 trading ahead of market expectations(
and FY26 Board expectations upgraded

e MTM is anticipated to contribute positively from
completion

e Trading has been strong following a number of
customer wins during the year including
Primark, EQT, Tottenham Hotspur FC,

EA Games and Guinness World Records

(1) Market forecasts prior to announcement: FY25 net revenue of £29.2m and adjusted
EBITDA of £5.7m, FY25 pro-forma net revenue of £36.5m and adjusted EBITDA of
£8.Im. Cavendish Capital Markets research dated 25 June 2025.




Acquisition Case Studies
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MiniMBA

The UK’s leading marketing skills platform

Acquired in June 2025 from Centaur Media for a purchase price of £19m

MiniMBA’s founder Professor Mark Ritson has become a top shareholder
in Brave Bison

MiniMBA is a marketing skills and training platform that provides MBA-
level education through an online learning portal

Almost 6,000 marketing professionals take MiniMBA courses every year
and the platform has trained 40,000 delegates since inception

MiniMBA sells directly to marketers through its website, as well as to
enterprise customers looking to upskill their teams including American
Express, McDonald's, Google, British Airways, Nestle and Salesforce.

MiniMBA will form the cornerstone of a new skills and capabilities
practice - allowing Brave Bison to better service CMOs and cementing
the Company as the marketing and technology partner-of-choice for
future-focused brands

BraveBison




mrm

Technology consultancy for strategy
and insights

£12m acquisition announced in September 2025

Founders remaining with the business as shareholders in Brave Bison with a
5-year earn out arrangement

MTM works with global technology and media companies such as Google,
Figma, Samsung and Spotify, as well as sports rights holders including
Formula E, and ECB

MTM provides commercial strategy consulting and audience insight through
qualitative and quantitative research

MTM owns data platform 3 Reasons, a proprietary forecasting model, as well
as HEART, a growth framework for subscription and digital services brands to
improve customer retention

MTM is a market leader in developer consultancy, having surveyed
approximately 6,000 technical professionals over the last 3 years across
mobile, cloud, web and machine learning ecosystems
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Enlarged Brave Bison

Substantial growth in scale and underlying earnings

FY20-25pf net revenue increased 11x

FY21-25pf Adj. EPS CAGR of 23%

Net Revenue , ,
Adj. EBITDA £44.8m Adj. Basic EPS
8.4p
7.0p
£31.5m 57p  ©-1p
3.6p 4.9p
£20.9m £21.3m
£16.9m
FY20 FY21 FY22 FY23 FY24 FY25e FY26e
£9.4m
£7.8m £6.1m
£4.0m £3.0m £4.3m £4.5m ’
£1.8m .
£0.1m ( 3.5p)
FY20 FY21 FY22 FY23 FY24 FY25e FY26e

Source: Cavendish Capital Markets
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Capitalising on complexity from trend to spend

- o 4 . §
Engage SocialChain

FAN ENGAGEMENT

Building brands from social out ~ ORGANIC PERFORMANCE

Flndln% grovw’lﬂg and monetising ' COMMERCE -
— . j;’énbases s
v\ Znil Dr|vmg clicks and ¢ ns

m f m growth consultancy & insight

@ Mini MBA training and capabilities




Brave Bison Executive Team

N oo I ,
Oli Green Theo Green Philippa Norridge Buster Dover Hannah Baker
Executive Chairman Chief Growth Officer = CFO Chief Business Officer  CMO

BraveBison

Hannah Kimuyu

CEOQO, Brave Bison
Performance & Commerce

SocialChain

Jacinta Faul
CEO,
SocialChain

@ Mini MBA

Tim Plyming
CEQ,
MiniMBA

© 2025 BraveBison

Brave Bison

Laura Crofton-

Geoff Griffiths
Atkins Chief Commercial Officer
COO

Caroline Wren
CEO,
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Brave Bison Group plc

Positive outlook

BraveBison SocialChain Engage

= Brave Bison has performed'well, picking

up new customers and expanding scope « SocialChain appointed global social media « Sport & Entertainment showing
with existing relationships agency of record for Primark - landmark good year-on-year growth
= AudienceGPT was awarded Best o il * Net revenue from YouTube at«ecord
Operational Use of Al at the Campaign « New engagements with EQT and Royal levels as a result of new
Tech Awards in June 2025, beating A entertainment channels (including
competition from Unilever and specialist « Active SocialMinds programme with Guiness.World Records) and outlook
Al companies guests from Weetabix, Unilever and is positive for H2 with US Open and
= New engagements with Tottenham Vodafone Ryder Cup
Hotspur, The Travel Corporation and
Caffé Nero
nudinsoet @ AdStudio Social /=

© 2025 BraveBison




®
AudienceGPT

HOW IT WORKS
A focus group at your fingertips.
RESEARCH
Silicon audiences that deliver faster,
better and cheaper than in-person PLANNING
research CELIVERY
OPTIMISATION

HOW WE USE IT

1. Smarter audience research
For many brands, getting into
customers’ heads can be painfully slow.

2. Map the moments that matter

. With AudienceGPT, we can get quant N
e and qual insights on demand. ¥ the right time.

takes time,

[/ A

WATCH DEMO WATCH DEMO

© 2025 BraveBison

We help brands map out customer journeys
by asking our persona to walk us through
their decision-making process, so you can
meet customers with the right message, at

BraveBison

Insight work, quant & qual research
Media and creative planning

Pre-flight creative, and personalise ad copy

Ingest performance data to inform iteration

3. Before you launch, know what will land
AudienceGPT predicts how different personas
will respond to your creative - so you can
optimise before you even hit launch.

to bring those

c’}sters;t:.fife.

WATCH DEMO

A different Beast


https://vimeo.com/1069979365
https://vimeo.com/1069656516
https://vimeo.com/1069655862

Turn organic or UGC
assets into paid ads

Deliver conversions at speed

©
AdStudio

Al-enabled creative at speed and scale

(LA

1981

I have found the perfect
day-to-day |

A competitive paid landscape
requires connected creative.

Make high impact ads from Retain brand aesthetic while
S E A s A L T existing brand assets delivering performance
ASA TRAFALGAR
«  We tripled * We created 250 new
ROAS in just 6 assets every month
months

. 195% ROAS uplift
«  27% ROI uplift

o« 290% increase in Add-
e 69% CTR uplift to-Cart to Purchase




Integration Strategy
Tiered approach

BraveBison

Integration Integration-lite Division
Finance team, financial
Finance Operations reporting, transactional X X X
finance and financial controls
Administration, systems,
HR & People recruitment, social & wellbeing X X X
New business, pitching,
Growth & Marketing content marketing, events, X X/0 0
brand identity, cross-selling
Resource planning, hiring,
Resource Management professional services X O O
automation platform
IT & Svstems Operating systems, Al tooling, X X X /0
y cybersecurity
Case Study Builtvisible. m f m

© 2025 BraveBison

Mini MBA
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Brave Bison
Investment

Case

1
2

3

Track record in accretive acquisitions: pipeline,
execution and integration

Positioned for growth in key markets: digital
commerce, social media / influencer, eL.earning

Net debt below 1x EBITDA, positioned for
growth

Opportunity to capitalise on Al-services in
marketing, media and information

Committed and aligned management team with
long-term horizons
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